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Inside  Information 

JUST  slipped  in  unobtrusively  with 
the  morning  mail  and  Miss  Brown, 
the  private  secretary,  after  a mo- 
ment’s inspection,  passed  me  along 
to  the  President’s  desk  with  the 
letter  in  which  I was  enclosed. 

Guess  all  the  trouble  to  make  me  look  attrac- 
tive and  interesting  has  been  worth  while. 

So  here  I am  enjoying  a quiet  siesta  in  sur- 
roundings rather  rich  and  comfortable.  I wonder 
what  will  turn  up  in  the  course  of  the  next  while 
or  so. 

A couple  of  noisy  rings  on  the  telephone  are  a 
bit  disturbing,  but  Miss  Brown  suavely  tells 
the  inquirers  that  Mr.  Green  will  not  be  in  till 
ten  o’clock  but  could  she  make  an  appointment. 

A rather  swank  memo  pad,  all  bound  up  in 
leather,  gives  me  a few  haughty  looks  as  Miss 
Brown  marks  down  a few  engagements.  “Oh! 
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well!  Swanky  look  your  proudest,”  I say,  ‘‘my 
turn  always  comes — and  when  they  want  me 
they  need  me.” 

This  must  be  the  big  fellow  himself.  Looks 
pretty  trim.  Wonder  when  his  sharp  eyes  will 
catch  sight  of  me.  Ah!  he’s  sitting  down.  He 
thumbs  through  this  pile  of  letters,  but  doesn’t 
see  me. 

‘‘Miss  Brown,  have  you  got  those  agreements  } 
I’ll  look  through  them  first  before  my  mind  is 
all  clogged  up  with  detail.” 

Guess  I can  catch  another  little  snooze;  he’s 
all  lost  in  thought  and  tobacco  smoke — smells 
sort  of  good  at  that. 

Ah!  something  doing  now! 

‘‘Miss  Brown,  bring  me  Blank’s  memo  and 
then  I’ll  sign  these  agreements.  They  look  very 
good  to  me.  There’s  profit  in  this  new  business 
and  I think  we’ve  arranged  it  correctly.” 

Now,  here’s  where  I come  in!  A few  scratches 
of  a pen  and  then  he  sees  me.  He’s  got  me! 

Plop,  plop! — Plop,  plop!  He’s  just  about 
going  to  throw  me  away  and  then  he  stops. 
‘‘Miss  Brown,  send  these  agreements  over  right 
away  will  you.”  And,  after  they  are  out  of  his 
hands,  he  settles  back  and  begins  to  read  me. 

There’s  the  telephone!  “Hello,”  he  says,  “oh 
yes ! How’s  the  opening  ? Good ! That’s  fine ! 
It’s  a wonderful  market  and  I’m  quite  sure  we’re 
on  the  road  to  prosperity”, — and  then  he  just 
seemed  to  listen,  but  his  eyes  were  on  me.  Then 
he  said,  “Well,  you  know,  I wouldn’t  want  to  be 
quoted  but  I’ll  go  so  far  as  to  say  I’ve  got  some 
myself.” 
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After  a long  slow  puff,  he  looked  at  the  pile 
of  correspondence  with  more  or  less  disgust,  and 
then  his  glance  returned  to  me — and  he  read  the 
suggestion  that  it  was  time  to  consider  the  pur- 
chase of  the  winter  coal  supply  from  The  Ajax 
Company.  Somehow  he  seemed  to  think  it 
might  be  worth  while.  Anyway,  he  laid  me  to 
one  side  and  began  reading  his  correspondence, 
and  I was  forgotten  and  given  a chance  to  look 
around  again. 

Soon  a bunch  of  cheques  was  brought  in  and 
there  I was  at  hand  when  wanted  and  of  course 
he  made  good  use  of  me  and  was  reminded  again 
of  the  coal  proposition — nevertheless.  I’m  feeling 
pretty  badly  bent.  He  has  no  gentle  grip. 

Nothing  much  more  this  morning  of  interest 
and  later  he  went  out  to  lunch. 


Thought  I was  getting  away  to  a 
nice  noontime  snooze,  when  I heard 
Miss  Brown  looking  around  and  sud- 
denly she  had  me  in  hand  while  she 
started  writing  a letter.  Didn’t  in- 
terest me  much  until  she  blotted  the 
last  page  and  then  I did  get 
a bit  of  a thrill  with 
what  I saw. 

Ye,  Gods!  I 
was  getting 
mixed  up  in 
some  kind  of 
a love  affair 
— for  there  it 
was  before 


my  eyes. 
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reading  something  like  this — “and  Jimmy,  dar- 
ling, don’t  forget  I’m  just  waiting  for  your  return. 
It  will  be  so  much  more  fun  starting  on  our  own. 
Truly,  dear.  I’m  sort  of  tired  of  this  humdrum 
thing  they  call  business  and  this  always  doing  the 
routine  work  for  Mr.  Green.  Bestest  Love.” 

I did  get  a shock!  Who  would  have  thought 
it  ? 

Anyway  this  love  stuff  is  sort  of  sticky,  I 
wonder  if  I will  sell  any  coal  for  the  Ajax. 

This  telephone’s  pretty  busy,  but  I suppose 
that’s  part  of  the  game. 

Here  he  is  back  from  lunch.  Picks  up  the 
swank  memo  pad,  rips  off  a page  and  tells  Miss 
Brown  he’s  off  for  golf — and,  “By  the  way,”  he 
says — as  he  picks  me  up,  “phone  the  Ajax  to  send 
someone  over  in  the  morning.  I’d  better  get 
this  winter  coal  business  off  my  mind.” 

Whew!  I had  a bad  turn  then.  He  had  just 
about  thrown  me  away,  when  he  changed  his 
mind  and  laid  me  on  his  desk.  Guess  he  remem- 
bered how  convenient  I was  with  all  those 
cheques  he  signed — and  here  I am  ready  to 
remind  him  in  the  morning.  Guess  I’ll  earn  my 
salt  after  all.  “Not  so  bad,”  say  I,  “this 
business  life  is  full  of  a lot  more  than  just  blots.” 

♦ ♦ ♦ 

It’s  True — Including  the  Bills 

IF  the  party  whom  you  wish  to  reach  happens 
to  be  away  when  you  run  your  ad — he  misses 
it.  And  this  is  the  time  of  the  year  (summer) 
when  folks  are  away  for  shorter  or  longer  periods. 
If  the  party  to  whom  you  send  your  letter  is 
away — it  waits  until  he  returns.  — D.M.A.A.  Bulletin 
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WHO  HOLDS  MORTGAGE 
ON  THIS  FAIR  LAND? 


The  following  article  has  been  widely  printed  in  the  Daily  Press 
of  Canada.  It  is  an  interesting  presentation  by  our 
President  of  a situation  vital  to  all  Canadians. 


Editor,  The  Star: — Canada  is  being  developed 
today  largely  by  Canadian  brains,  Canadian 
energy,  Canadian  industry, and  Canadian  money. 

Most  people  will  agree  with  the  above  state- 
ment, with  the  possible  exception  of  that  part 
which  says  that  Canada  is  being  developed  largely 
by  Canadian  money.  The  impression  is  held 
by  some  that  capital  from  other  countries, 
chiefly  from  Great  Britain  and  the  United  States, 
is  financing  the  greater  part  of  our  present 
material  growth.  This  is  not  the  case.  By  far 
the  greater  part  of  the  enterprises  in  Canada 
are  financed  with  Canadian  capital. 

The  question  is — “How  much  do  we  own 
of  our  own  country?”  Put  it  another  way, 
‘‘How  much  is  the  country  worth  and  how  big 
is  the  mortgage?”  This,  of  course,  is  largely 
a matter  of  estimating,  and  is  confined  to  the 
present.  No  one  can  prophesy,  for  example, 
as  to  the  amount  of  wealth  that  is  still  hidden 
away  in  the  mines  of  Canada,  or  as  to  the 
potential  wealth  that  is  still  in  the  soil,  or  in 
future  production  of  its  industries.  Let  us 
consider  then,  how  much  capital  of  other 
countries  is  now  invested  in  Canada. 
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The  Monetary  Times,  on  January  7,  1927, 
published  an  article  entitled  “Estimates  of 
Foreign  Capital  Investments  in  Canada.”  This 
statement  prefaced  the  article: 

“The  following  notes  on  foreign  capital 
investments  in  Canada  were  issued  a few 
weeks  ago  by  the  Dominion  Bureau  of 
Statistics,  and  gave  the  latest  available 
data  on  the  subject.” 


FOREIGN  CAPITAL 

The  estimate  of  the  amount  of  foreign  capital 
in  Canada  as  of  December  31,  1923,  is  then 
tabulated  and  analyzed.  The  summary  is  as 
follows : 


British 1 ,890.000,000 

United  States 2,425,000,000 

Other  Foreign. ......... 348,000,000 


Total.  $4,663,000,000 


The  Financial  Post  Survey,  1927,  in  an  article 
on  investments  in  Canada,  summarizes  the  in- 
vestments of  other  countries  in  Canada  as 
follows : 

United  States. $ 3,016,000,000 

United  Kingdom.. 2,1 1 1 ,000,000 

Other  Foreign 183,000,000 

Total $5,310,000,000 


THREE  REPORTS 

The  article  goes  on  to  say : 

“The  following  figures  show  the  trend 
since  before  the  war.  The  1913  estimate 
is  that  of  Fred  M.  Field.  The  1923  esti- 
mate is  that  of  the  Financial  Post,  and 


the  1926  Estimate  is,  of  course,  that  of  the 
Financial  Post  survey,  1927: 


1913  1923  1926 

Great  Britain  $1,860,000,000  $1,995,000,000  $2,111,000,000 
United  States  417,143,220  2,478,500,000  3,016,000,000 

Other  Foreign  139,589,650  323,000,000  183,000,000 

$2,416,732,870  $4,796,500,000  $5,310,000,000 

ARRIVING  AT  THE  NATIONAL  WEALTH 
AND  DISCOVERING  WHO  HOLDS  IT 

On  the  other  hand, — what  is  the  country 
worth  at  present  7 

The  Dominion  Bureau  of  Statistics,  Trade  and 
Commerce  Department,  at  Ottawa,  estimated 
in  a publication  issued  in  May  1927,  that  the 
total  natural  wealth  of  Canada,  production  and 
income,  is  over  $22,000,000,000.  That  is,  the 
total  investments  of  other  countries  in  Canada 
— say,  in  round  figures — $5,000,000,000,  is  23 
or  24  per  cent,  or  less  than  a quarter  of  the 
total  national  wealth  of  Canada  at  present, 
and  with  no  regard  whatever  for  the  potential 
wealth  of  the  future.  This,  means,  of  course, 
that  Canadians  own  the  difference  between  the 
total  national  wealth  and  the  amount  invested 
by  other  countries,  or  about  $17,000,000,000, 
as  against  the  $5,000,000,000  owned  by  the 
investors  of  other  countries. 

Take  the  case  of  the  public  debt  of  Canada, 
as  shown  in  the  Government’s  financial  state- 
ment, March  31,  1926.  This  shows  that  the 
funded  debt  was  distributed  as  follows: 

Payable  in  Canada $ 1 ,92 1 ,000,000 

Payable  in  London * . . 311 ,000,000 

Payable  in  N.Y . . . 280,000,000 
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In  other  words,  the  great  bulk  of  the  national 
debt  is  owed  to  Canadians,  and  as  the  country 
pays  it  off  the  money  passes  into  the  pockets  of 
its  own  citizens. 

The  control  and  direction  of  Canada  have 
been  passing  gradually  into  Canadian  hands. 
We  have  passed  through  the  various  political 
stages,  common  to  new  countries,  until  we  have 
complete  self-government.  We  have  also  passed 
through  the  economic  stages  common  to  new 
countries  until  we  now  have  agriculture  and 
industry,  finance,  distribution  and  transporta- 
tion progressing  together,  with  the  management 
of  these  enterprises  largely  in  the  hands  of 
Canadians. 

This  development  is  sometimes  not  ap- 
preciated because  it  has  been  so  gradual,  and, 
consequently,  Canadians,  through  lack  of  in- 
formation, do  not  realize  what  has  been  happen- 
ing, and  do  not  take  sufficient  pride  in  what 
Canadians  have  accomplished. 

We  owe  a great  deal  to  our  British  and 
French  ancestors,  who  helped  us  in  the  early 
stages  of  the  country’s  development,  or,  in 
other  words,  its  childhood.  Since  then  we  have 
been  gradually  learning  to  think  and  act  for 
ourselves,  all  of  which  is  a natural  development 
as  the  country  grows  towards  maturity.  We 
have  benefited  by  the  co-operation  of  foreign 
countries,  particularly  that  of  the  United  States, 
in  the  investment  of  capital,  and  we  shall  no 
doubt  benefit  similarly  in  the  future,  but  the 
outstanding  and  important  fact  is  that  Cana- 
dians have  been  gradually,  but  steadily,  taking 
over  the  commercial  and  financial  control  of 
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their  own  country  and  its  resources,  just  as  they 
have  received  political  control;  and  that  while 
we  will  continue  to  need,  and  will  be  glad  to 
receive  for  some  years,  the  available  capital 
of  other  countries,  the  proportion  of  Canadian 
ownership  and  direction  of  capital  and  resources 
will  continue  to  increase. 

This  situation  is  not  peculiar  to  Canada. 
It  is  taking  place  in  other  countries  of  the  British 
Empire,  such  as  Australia,  New  Zealand,  and 
South  Africa.  It  is  a good  thing,  because  it 
shows  that  the  different  parts  of  the  British 
Empire  are  growing  in  a healthy  way,  are  be- 
coming more  self-contained,  and  more  capable 
of  acting,  not  only  for  themselves,  but  for  the 
Empire  in  times  of  crisis. 

(Signed), 

C.  HOWARD  SMITH. 
Montreal,  Sept.  13,  1927. 

♦ ♦ ♦ 

Dollars  and  cents  won’t  put  the  vital  elements 
of  attention  value  and  reader  interest  in  your 
direct  advertising — experience  and  good  printing 
will. 

— And  the  responsibility  for  getting  this 
invaluable  experience  rests  with  you  when  you 
choose  your  printer.  —The  Britton  Printing  Company 


What's  in  a name?  Well,  for  example,  you  cant 
get  the  pastel  shades,  crafty  feel,  deckle  edge  and  low 
price  by  any  other  namefor  paper  than  Themis  Text. 
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The  Booklet 


Can  a product  le  judged  by  its  advertising? 

AS  October  begins  to  chill  and  warn  of 
Autumn  and  Winter,  business,  reversing 
*■  the  trend  of  climatic  developments,  begins 
to  warm  up.  Christmas  means  buying.  Fashion’s 
changes  demand  purchases.  Indoor  sociability 
and  entertainment  call  for  expenditures.  Fall 
and  Winter  mean  new  purchasing  instinct. 

Consumers  are  receiving  booklets  and  Com- 
merce is  planning  them.  The  printer  is  prepa- 
ring them  and  a noticeable  increase  in  the 
coupons  of  advertisements  are  suggesting  that 
inquiries  be  made  for  them. 

Of  all  the  weapons  in  the  sales  barrage,  the 
booklet  offers  many  advantages. 

The  whole  sales  story  can  be  told  at  one  time 
in  a convenient  and  attractive  form. 

Colour  in  all  the  shades  and  tints  of  the 
spectrum  may  be  used  to  add  interest. 

Illustrations  of  any  sort  may  be  shown. 

They  may  be  of  small  cost  per  copy.  They  go 
straight  to  the  inner  ring  of  prospective  pur- 
chasing. 


Paper  in  many  colours,  finishes  and  qualities 
lends  diversified  possibilities.  There  is  some- 
thing about  a well  planned  and  printed  booklet, 
which  brings  trustworthy  reflections  toward  a 
product. 

But,  never,  never, — it’s  as  dangerous  as  poison 
ivy — print  and  distribute  a booklet  which  by  its 
physical  appearance  or  contents  is  of  lower  grade 
impression  value  than  the  quality  of  the  product. 
No,  it’s  not  worth  it,  even  to  save  money. 

It’s  hard  to  convince  of  quality  on  poor  paper. 
It’s  difficult  to  convince  a reader  of  careful  manu- 
facture with  a sloppy  mailing  piece.  Soiled 
dishes  decrease  the  appetite  even  with  fine  food. 

And,  by  way  of  selection,  there  are  “Beaver  S” 
papers  for  beautiful  booklets,  attractive  booklets, 
interesting  booklets,  serviceable  booklets;  yes, 
and  even  for  low  priced  booklets.  The  printer 
knows  a wide  range  of  these. 

A generous  assortment  of  cover  papers  is  also 
at  hand  in  many  colours,  weights,  finishes  and 
prices — ready  to  cover,  and  attract  the  reader 
to  your  booklet. 

♦ ♦ ♦ 

THE  story  is  told  of  Henry  Ward  Beecher 
that  after  the  great  preacher  had  finished  a 
sermon  and  stood  by  the  pulpit  yet  in  the 
fusing  after-heat  of  high  discourse,  a parishioner 
came  and  said  to  him: 

“Mr.  Beecher,  I enjoyed  your  sermon  very 
much,  but  I noticed  one  grammatical  error  you 
made.” 

“One?”  said  the  preacher.  “I’ll  bet  my  hat 
there  were  twenty. ’ ’ — Printed  Salesmanship. 
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Can  the 

Manufacturer 

Afford  it  f 

||T  often  happens  that  salesmen  will  express 
*|  themselves  as  feeling  that  money  expended 
pin  advertising  is  a definite  loss  to  them  in 
salary  in  that  it  is  a part  of  the  selling  cost.  Also 
they  feel  they  can  do  the  sales  work  done  by 
advertising  better  than  advertising  can  do  it. 

Generally  they  can.  But,  at  what  cost  per 
call  ? — and,  will  the  sales  interviews  be  as  accur- 
ate a presentation  of  the  sales  points  on  the 
whole  average  as  can  be  obtained  by  the  printed 
piece. 

These  questions  offer  many  arguments  and 
possibilities  for  profit. 

Take,  however,  only  one  phase  of  the  whole 
sales  scheme — and  only  a part  of  the  larger 
question  of  where  advertising  and  salesmen 
dovetail. 

Can,  for  example,  the  manufacturer  really 
afford  to  pay  the  salesmen  to  spend  time  in 
preliminary  goodwill  and  sales  interest  promo- 
tion, when  the  same  can  be  accomplished  at 
much  less  cost  by  the  printed  advertisement  in 
various  forms  of  media. 

Can  the  salesmen  afford  to  overlook  the  in- 
creased customer’s  interest  and  greater  order — 
closing  possibilities,  which  enable  him  to  use  his 
time  to  greater  company  and  personal  profit  by 


such  a plan,  which  does  clear  the  decks  for 
definite  sales-making  effort  with  educational  and 
goodwill  work  already  performed. 

Take  a typical  sales  call  for  example  and  what 
happens?  Most  business  products  show  sales 
increases,  when  a larger  number  of  calls  are  made 
by  salesmen. 

A few  minutes  are  spent  in  greetings  or  effort 
to  get  down  to  business.  Then  the  offer  is 
launched — explanations  or  suggestions  follow. 
If  not  previously  suggested,  they  require  repeti- 
tion and  emphasis  to  make  clear. 

Questions  are  asked  by  the  buyer.  They 
require  answers  and  exposition.  Then  the  big 
delay  will  often  enter. 

Mr.  Purchasing  Man  for  the  first  time  now  has 
his  facts  assembled  and  says,  “Well  that  looks 
pretty  good.  I’ll  think  it  over”,  or  “I’ll  take 
this  up  with  the  committee  (or  Mr.  Higher-up) 
and  see  what  we  can  do.”  The  order  is  now  a 
thing  of  the  future — whereas — 

If  the  prospective  buyer  had  the  whole  offer 
before  him  at  a previous  time,  he  would  have 
been  able  to  discuss  final  details  with  the 
salesmen  and  buy — or — at  least,  be  in  a posi- 
tion to  make  a decision  instead  of  delaying  or 
waiting  for  another  interview. 

Preliminary  promotion  or  sales  suggestion  is 
cheaper  than  salesmen’s  calls  in  any  presentation 
of  details,  offers,  new  plans  or  prices,  which  can 
be  printed. 

♦ ♦ ♦ 

Thinking  of  letterheads,  think  a^s0  °f  Krypton, 
Royal  Record,  and  H.  S.  P.  Extra  Strong.  They 
make  the  recipient  “think  well'’  also. 
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What  Are  Fundamentals  f 


ONE  hears  expressions  referring  to  funda- 
mentals so  frequently  used  in  more  or 
less  casual  ways — so  much  so  in  fact — 
that  an  analysis  as  to  what  the  fundamentals  of 
fundamentals  are  would  very  often  be  a pastime 
quite  in  order. 

Conversation  between  a manufacturer  and 
another  manufacturer’s  advertising  manager  is 
interesting  anecdote  along  the  line  of  this  thought. 

Said  the  manufacturer,  all  primed  to  spike 
the  clever  fellow’s  mental  artillery — “Oh!  yes, 
we  know  the  fundamentals  of  successful  ad- 
vertising, but  we  don’t  make  much  profit  with 
it  so  we  don’t  feel  advertising  is  all  it’s  cracked 
up  to  be.” 

“Just  what  do  you  call  the  fundamentals?” 
queried  the  A.  M. 

“Why,  I’m  no  advertising  man,”  said  the 
manufacturer,  “but  I do  know  what  you  fellows 
are  always  harping  on.  They’re — just  atten- 
tion, interest,  conviction,  action — aren’t  they?” 
and,  of  course,  reiteration. 

“Sometimes,”  said  the  other,  “but,  I often 
think  of  fundamentals  for  success  in  publicity 
as  allied  to  selling,  as  being  deeper  than  just 
the  printed  piece.” 


they?” 

“How  about  these,”  said  the  Advertising 
Man,  “a  product  of  good  value  for  the  price 
— Distribution  — Dealer  Co-operation — and 
Customer’s  good  will  favourable  to  the  product.” 

“Huh!  you  do  seem  to  be  a sort  of  funda- 
mental-Modernist.  I don’t  think  we  can  im- 
prove our  product,  but  we  might  do  more  for 
the  dealer — thanks  for  the  suggestion.” 

And,  thus  ended  one  of  those  casual  con- 
tacts, which  sometimes  upset  one’s  beliefs  and 
prejudices,  while  at  the  same  time  an  indication 
might  be  observed  that  there  is  more  to  an 
everyday  subject  than  is  commonly  believed, 
particularly  where  superficial  facts  and  so- 
called  commonsense  seem  to  cloud  the  further 
depths  of  knowledge  and  experience  in  a very 
diversified,  intricate  and  subtle  art. 

♦ ♦ ♦ 

One  of  the  finest  examples  of  periodical 
printing  in  North  America  is  the  American 
Mercury.  This  vehicle  of  the  iconoclast  Men- 
ken who  tears  down  false  ideas  and  current 
foibles  carries  harsh  messages  in  a beautiful 
paper  and  typographical  atmosphere. 

Undoubtedly  Menken  would  be  read  on  any 
paper,  but  the  fine  atmosphere  of  paper  and 
excellent  printing  extends  his  influence  into  many 
hands  that  a poorer  carrier  would  not  attract — 
even  at  a lower  cost  than  fifty  cents  a copy. 


THE  CREST 


GRACIOUS! 


“Did  you  hear  about  the  accident  in  the 
subway  ?” 

“No — what  was  it?” 

“A  lady  got  a seat!” 

♦ # # 

“Please,  ma’am  may  we  borrow  your  phono- 
graph ?” 

“What,  at  this  time  of  night!  Do  you 
want  to  dance?” 

“No,  we  wanta  sleep.”  — Wahre  Jakob. 

♦ * * 

“How  ja  like  my  dress,  it’s  a sample?” 

Youth  (sympathically) — You  don’t  get  much 
for  nothin’  these  days,  do  you  ? 

— Toronto  Goblin. 

* * * 

Workmen  formed  an  archway  of  picks  at  a 
roadmender’s  wedding.  The  bridegroom  was 
rather  nervous,  fearing  a whistle  might  sound  at 
a critical  moment.  — London  Opinion. 

* * * 

CONQUERING  THE  HEIR 

Mother — No,  Willie,  I don’t  care  what  your 
father  says,  you  are  not  going  to  fly  to  Paris 
to-night ! 


Printed  on  our  Themis  Text , Buff 


minim 


We  Have  ‘Recently 
* Announced 


A New,  Blue  White,  shade  in  Krypton  which  will  meet  the 
desires  of  those  companies  and  corporations  who  prefer  a 
clear,  white  colour  for  their  fine  business  stationery. 

Like  all  the  Krypton  line — it  is  rich  in  quality — sure  in 
colour — and  strong  in  rag  strength. 

The  perfecting  of  this  new  added  standard  is  an  achieve' 
ment  of  fine  paper  making  and  merits  attention. 

Your  printer  will  show  you  samples  or  we  will  gladly  mail 
them  on  request. 

Blue  White  is  obtainable  in  either  parchment  or  linen  laid 
as  also  in  our  other  Krypton  shade. 
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